
Field Agent 
Training
Door to Door



Today’s Agenda

• Tomorrow Energy 
• The Deregulated Energy Markets
• Renewable Energy
• Available Energy Products
• How to enroll new customers with Tomorrow Energy
• Compliance Rules
• Role Play & Practice conversations
• Knowledge Test - 85% score required

And Above All…

The goal of our training is to provide you with the necessary information and 
tools to make successful and honest sales calls while strictly adhering to PUC, 
State, and Federal compliance laws related to the sale and supply of deregulated 
Residential Electricity products.



Table of Contents

Slide #
Today’s Agenda 2

Tomorrow Energy 3

Electricity Deregulation 5

Renewable Energy 11

Overview of Northeastern Markets 20

Sales Process 25

Enrollment Process 36

Enrollment ID Reference 38

Tablet Screen Shots 40

Customer TPV 58

Compliance & Regulations 63

State Specific Information 68



About Tomorrow Energy

• Tomorrow Energy, is a privately wholly owned subsidiary of Sackett 
National Holdings, Inc. Prior to the name change to the company was 
called Tomorrow Energy. 

• Sackett National Holdings, Inc. is a leading provider of information, 
technology and data services. For over two decades, financial 
institutions, Fortune 500 companies and consumers nationwide have 
turned to SNH for products and services such as mortgage applications, 
credit reporting tools, valuations, background screenings and 
affordable energy.

• Tomorrow Energy is a Retail Energy Supplier based in Houston, Texas 
and approved for business in Pennsylvania, Delaware, Illinois, New 
Jersey, Ohio, Maryland and New York.

• Tomorrow Energy offers exclusively 100% renewable energy products. 
(100% Green)

• Tomorrow Energy IS NOT IN ANY WAY affiliated with the Utility provider.

• Tomorrow Energy is a privately owned company who participates in 
“Energy Choice” programs approved by certain states. 



Tomorrow Energy Executive Leadership 

• CEO – Paul Keene

• Sales & Marketing – Sayed Khoja

• Financial – Murthy Rao

• Legal- Bill Evans

• Operations – Shaleen Gupta

Tomorrow Energy  Sales Contacts

• Director Business Development– Sean Figaro

• Director Field Sales – Ernie Melendez

• Director Telemarketing – Edgar Moya

• Agent Onboarding – Veronica Martinez

• TPV & Sales Reporting – Kim Bailey



Electricity 
Deregulation



Before Deregulation  - All 3 parts in one Utility  

Generation
Transmission/
Distribution

Customer is 
Billed

• Each utility owned the entire process in their area from start to finish

• No choice for customer – your utility/supplier was based on where you lived
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After Deregulation – Separated into 3 parts  

Generation

• Deregulated

Transmission/
Distribution

• Regulated by the 
PUC

Customer is Billed

• Regulated or Deregulated 
based on State Rules

• Electricity market is now open to competition based on state specific rules.

• Customer now has the ability to choose their electricity supply company.

• Customer may now also select electricity products with varying amounts of 

renewable energy content. 



A Utility and a Supplier for Every Customer

The Utility

• Also called “Local Distributor 
Company”

• Owns and maintains poles and 
wires, reads meters, answers 
emergency calls

• Uses meter reading to calculate 
delivery charges

• Pass the charges to the energy 
supplier to bill the customer

The Supplier

• Customer chooses type of supplier

• Supplier obtains electricity for the 
customer and provides the power to 
the grid for the customer

• Suppliers  may offer products with 
differing amounts or types of 
renewable energy

• Competitive Retailers set their rate 
independently 



The Energy System



Electricity Units of Measure

DEMAND/CAPACITY (magnitude): The amount of electricity required for 
any instant in time. This is measured in Watts (W) or Kilowatts (KW)

ENERGY/CONSUMPTION (magnitude & time): The continuous delivery of 
an amount of electricity over a specific time period. This is measured in 
Kilowatt-hours (KWh). Electricity is billed based on consumption.

1000 W 
(watts)

1 KW 
(Kilowatt)

1000 KW 
(Kilowatts)

1 MW 
(Megawatt)

1000 Wh
(Watthours)

1 kWh 
(Kilowatt hours)

1000 Wh
(Kilowatts 

hours)

1 MWh 
(Megawatt 

hours)



Renewable Energy



• How is Electricity made?   Traditional – Vs - Renewable

• What are the problems with Traditional fossil based Energy 
Generation?

• What are the advantages of Renewable Energy?

• What are other benefits of Renewable Energy Generation?

Talking Points
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retail@tomorrowenergy.com
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• Which type of generation is a better choice for our 
future and why? 

• Identify 3 types  of pollution from Traditional 
electricity generation. 

• Why should a customer switch to a Renewable Energy 
electricity product?

Summary Questions



Overview of Northeastern 
Markets



▪ Ohio

▪ Pennsylvania

▪ Illinois (inactive)

▪ New York (inactive)

▪ New Jersey

▪ Maryland

▪ Delaware

Tomorrow Energy Markets



Products may differ by Business Segment

Standard Rate Plans

• Standard rate plans are offered to new customers.  

Retention Rates

• Retention rates plans maybe offered to customers who are attempting to 
cancel their service agreement.  

Other sales channels

• Different products may be offered through different sales channels. 



Sales Channels

Suppliers may acquire customers through a variety of Sales Channels, including:

• Direct Mail Campaigns

• Web Enrollments

• Inbound Telemarketing

• Outbound Telemarketing

• Door to Door Marketing

• Retail Marketing 

• Event Marketing

Once enrolled with a supplier or utility electricity product, the Local Utility will 
continue to deliver the electricity and bill the customer.   However,  it will be the 
Retailer’s supply that the customer is consuming at the rate agreed to by the 
customer. 



Product Types

Fixed Rate Agreement

• A fixed price is set for the initial term of the agreement, offering the best 
option for protecting against rising energy costs for a fixed period of time. 
Utility supply rates are subject to market fluctuations and may change on a 
monthly basis. Tomorrow Energy offers a stable rate, guaranteed not to 
increase for the term of the fixed price contract. This fixed rate is especially 
beneficial during high usages times of the year! This "peace of mind" offer is 
available through our fixed rate agreement. 

• Tomorrow Energy offers both 12 month and 16 month fixed price products

Variable Rate Plans

• Variable pricing allows customers to receive a variable monthly rate. This plan 
is ideal for customers that do not want to commit to a longer term relationship 
with their supplier.  Customers on variable rate plans are not subject to an 
early termination fee, and therefore, maintain a high level of flexibility and 
take advantage of changing market conditions. 



Sales Process



REMEMBER:

Tomorrow Energy wants you to educate our potential 

customers so that they WANT to be our customer. Customers 

should fully understand fees, price, term, and product.

We do NOT want to enroll a customer who does not  

understand the product we are offering.



Agent Appearance & ID Guidelines

✓ Branded Clean Tomorrow Energy Uniform

✓ Well groomed professional appearance

✓ Khaki Pants, jeans or shorts without any holes or rips.

✓ Closed toed walking shoes

✓ Official ID Badge Visible At All Times

✓ Badges differ by state. 

Customer Care: 1-888-682-8082

Agent Verification: 855-979-1248

PA Electric License #: A-2011-2250633

PA Gas License #: A-2017-2609180

We’re not with the Utility!

Agent Name

Rep ID# 12345



Sales Pitch

• Announce who you are, who you are not and why you’re 
there.

• “Hello, my name is _____________, I represent Tomorrow 

Energy.”

• Provide customer with business card.  

• “I do not represent your local utility company.”

• I am in the area talking to you and your neighbors about 

renewable energy. 



Sales Pitch-Continued

• ”Could you tell me what type of electricity you are receiving from 

your electricity supplier?         Traditional Power, or 100% 

Renewable Power

• “If you can grab your bill, we can look at it together, and I will 

explain.” 

• “How do you feel about renewable energy vs traditional power?”



Customer Terms of Service 

• Must give this document to the 
customer at the door with every 
enrollment.

• Make sure you have the correct 
document – Date & Market/ Utility

• Make sure you have all pages for 
the document.

• Ex: PA Terms of Service is 2 pages 
front and back. (4 pages one side)

• If you run out of customer Terms of 
Service you must stop selling to 
customers.
• Contact your team leader for 

more materials.



Contract Summary

• Must give this document to the 
customer at the door with every 
enrollment.

• Make sure you have the correct 
document – Date & Market/ Utility

• Make sure you have all of the 
pages for the document.

• PA Contract Summary is 2 pages 
front and back. (4 pages one side)

• If you run out of customer contract 
summaries you have to stop 
selling to customers.
• Contact your team leader for 

more materials.



Rebuttals to Common Objections

Customer says … I am happy with my current supplier

You say … That’s great to hear.  What part of their service is the most important to you?

At Tomorrow Energy we offer you the same reliability because the utility is the one that 
ensures that the power stays on.  And Tomorrow Energy  can offer you a 100% renewable 
energy product.

Customer says … “I’m busy” … “I don’t have time to talk” …  “can you come back later?”

You say … I appreciate you taking the time to speak with me and I’ll make this quick…are you 
currently ordering 100% clean energy from your electricity supplier?

Customer says … I’m not interested…I don’t understand…

You say … I hear what your saying but you live in a deregulated state which means you now 
have the option to choose the supplier of your electricity.  

Customer says … I don’t want to change anything…

You say …I see your concern and the great thing about this program is your current utility 
company does not change and your electricity will continue to flow as always however…you 
are now able to choose the supplier of your electricity and the rate plan that works best for 
you?  



Objections / Acknowledgements

• I know what you mean…
• I completely understand…
• I hear what you’re saying…
• I can help you with that…
• That makes perfect sense….

What other acknowledgement phrases can you think of…?



How to handle General Objections

Often times customers are interested in buying, but they want to know that 
you are listening to their concerns. 

Use the Feel, Felt, Found Technique.  The concept for this technique is to 
make sure the customer knows that you have heard their concern, and 
understand how they feel, before you provide a rebuttal. 

• I understand  how you Feel… (restate the customer’s concern)

• I have found many customers who have Felt the same way.

• What I have Found is that …..(bridge the concern to the appropriate value 
proposition)



Enrollment Process Paper or Tablet

• Tomorrow Energy currently supports both Paper Enrollments and 
Tablet enrollments.  

• Make sure you have the proper materials and proper updates to 
sell in your specific market and utility. 

• Wet Signature States “These states require a customer signature on 
paper or electronically, and a TPV”
• Maryland
• Ohio  
• Delaware

• TPV States  “Tomorrow energy requires a tablet enrollment. If tablet 
systems go off line, an agent may use TPV only until systems are 
restored.”
• PA
• NJ



Paper Enrollment Form

Enrollment form must 
be complete, and 
include customer’s 
signature.

Customer Enrollment ID,
Varies by utility –see 
table on next 2 slides



Enrollment ID by Market and Commodity
State Commodity LDC Name Which Number is Needed for Enrollment

IL Electric Common Wealth Edison (ComEd) 10 Digit Account Number on Page 1 Top Right Side of Bill

MD Electric Pepco - MD

22 Digit Service Number on Page 2 under "Details of your 

Electric Charges" Section of Bill

MD Electric Baltimore Electric (BGE)

10 Digit Electric Choice Id on Page 1 under "Electric 

Supply" Section of Bill

MD Gas Baltimore Gas (BGE)

10 Digit Gas Choice Id on Page 1 under "Gas Supply" 

Section of Bill

MD Electric Delmarva Power

22 Digit Service Number on Page 2 under "Details of your 

Electric Charges" Section of Bill

MD Electric FE Potomac Edison MD

20 Digit Customer Number on Page 1 under "Charges 

From Potomac Edison" Section of Bill

MD Electric Southern Maryland Electric Cooperative (SMECO)

10 Digit Account Number on Page 1 under "Service 

Information" Section of Bill

NJ Electric Atlantic City Electric (ACE)

22 Digit Service Number on Page 2 under "Details of your 

Electric Charges" Section of Bill

NJ Electric Jersy Central Power & Light (JCP&L) 

20 Digit Customer Number on Page 1 under "Shopping 

Information" Section of Bill

NJ Electric Public Service Electric (PSEG)

POD ID PE Followed by 18 Digits on Page 3 on "Charges" 

Line of Bill

NJ Electric Public Service Gas (PSEG)

POD ID PG Followed by 18 Digits on Page 3 on "Charges" 

Line of Bill

NY Electric ConEdison Electric (ConEd) 15 Digit Account Number on Page 1 Left Side of Bill

NY Electric Orange and Rockland (ORU)

10 Digit Account Number on Page 1 Under Billing 

Summary Section of Bill

OH Electric Duke Energy Electric 10 Digit Account Number on Page 1 Top Left Side of Bill

OH Gas Duke Energy Gas 10 Digit Account Number on Page 1 Top Left Side of Bill

PA Electric Duquesne

10 Digit Electric Supplier Agreement ID on Page 3 in 

"Shopping Information Box" Section of Bill

PA Electric PECO Electric 10 Digit Account Number on Page 1 Top Left Side of Bill

PA Gas PECO Gas 10 Digit Account Number on Page 1 Top Left Side of Bill

PA Electric PPL Electric 10 Digit Account Number on Page 1 Top Right Side of Bill



Enrollment ID by Market and Commodity
State Commodity LDC Name Which Number is Needed for Enrollment

PA Electric Metropolitan-Edison Co. (MetEd)

20 Digit Customer Number on Page 1 under "Shopping 

Information" Section of Bill

PA Electric FE Penelec

20 Digit Customer Number on Page 1 under "Shopping 

Information" Section of Bill

PA Electric FE Penn Power

20 Digit Customer Number on Page 1 under "Charges 

From Penn Power" Section of Bill

PA Electric FE West Penn Power

20 Digit Customer Number on Page 1 under "Shopping 

Information" Section of Bill

PA Gas Peoples Gas Company 12 Digit Account Number on Page 1 Top Left Side of Bill

PA Gas Peoples and Peoples - Equitable Gas Company 12 Digit Account Number on Page 1 Top Left Side of Bill

PA Gas National Fuel Gas Distribution Company

PA Gas UGI Central Penn 12 Digit Account Number on Page 1 Top Right Side of Bill

PA Gas UGI Penn Natural 12 Digit Account Number on Page 1 Top Right Side of Bill

PA Gas UGI Utilities 12 Digit Account Number on Page 1 Top Right Side of Bill

PA Gas Columbia Gas Pennsylvania

15 Digit Account Number on Page 2 under "Shopping 

Information" Section of Bill

NJ Gas Elizabethtown Gas 10 Digit Account Number on Page 1 Top Left Side of Bill

NJ Gas New Jersey Natural Gas 12 Digit Account Number on Page 1 Top Left Side of Bill

NJ Gas South Jersey Gas 10 Digit Account Number on Page 1 Top Right Side of Bill

MD Gas Washington Gas 12 Digit Account Number on Page 1 Top Right Side of Bill

NJ Electric Rockland Electric

10 Digit Account Number on Page 1 under "Billing 

Summary" Section of Bill

DC Electric Pepco - DC

22 Digit Service Number on Page 2 under "Details of your 

Electric Charges" Section of Bill

OH Gas Columbia Gas Ohio 15 Digit Account Number on Page 1 Top Right Side of Bill

OH Gas Vectren Source

19 Digit Account Number on Page 1 under "Your Account 

Information" Section of Bill



Enrollment ID by Market and Commodity

State Commodity LDC Name Which Number is Needed for Enrollment

DC Electric Pepco - DC

22 Digit Service Number on Page 2 under "Details of your 

Electric Charges" Section of Bill

DE Electric Delmarva Power (DE)

22 Digit Service Number on Page 2 under "Details of your 

Electric Charges" Section of Bill



Login using your 
assigned Rep ID 
and password.

Tablet Screenshots
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Clicking the 3 squares at 
the top will give you 
these options. Please 
choose Sync at the end of 
the day to submit your 
enrollment. You must be 
connected to a Wi-Fi. 
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Click here to begin the 
enrollment process.
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Choose the type of 
enrollment. If the 
customer is signing up 
for electric and gas, 
select Dual Fuel.
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The TPV can be 
completed by someone 
other than the account 
holder. Select “No” if 
this is the case.
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Select “No” if the 
customer would like to 
use a different phone 
number to complete 
the TPV. 
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Optionally, the agent 
can take pictures of the 
customer utility bills. 

57



Press “Ok” if you are 
satisfied with the 
picture taken.

Press “Retry” to 
retake the picture
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Scroll to the bottom of 
the contract document 
for the signature 
option to appear. 
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You must agree to the 
terms of service or you 
will be unable to 
proceed. 
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Scroll to the bottom of 
the contract document 
for the signature 
option to appear. 
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You must agree to the 
terms of service or you 
will be unable to 
proceed. 
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Press the button in the 
middle of your screen 
to submit the 
enrollment for 
processing. 
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Press the button 
on the bottom of 
your screen to 
finish the process. 
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Third Party Verification Phone Call

Customer TPV



Third Party Verification 
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• TPV is the abbreviation for “Third Party Verification Phone Call”
• A TPV is a telephone call where an independent person (Third Party) 

verifies all of the details of the enrollment.  
• The TPV company does not represent the electric company, the vendor 

or the customer, but is an independent third party which confirms both 
the customer’s intent to enroll and understanding of the product.

• All TPV calls are recorded and maintained for 7 years.
• It’s the law – Commissions that oversee public utilities generally require 

that all D2D sales must have an accompanying valid TPV prior to any 
customer enrollment.

• TPV must be conducted in the same language as the agent’s conversation 
with the customer.

• TPV’s protect both the Customer and the Sales Agent.
• Any sales agent who completes a TPV for a customer will be removed 

from our campaign, and could be subject to arrest, and jail time. 



Preparing the Customer for the TPV

The customer must know:

• That you are NOT from the utility and you represent a separate energy 
supply company

• That the customer is switching from their current supplier to Tomorrow 
Energy but will maintain the relationship with their utility for delivery 
maintenance and billing

• Basic details of the enrollment (price, length of term, cancellation fee etc.)

• Where to find the customer care number on the paperwork you leave with 
the customer. 

• The TPV operator will require a clear Yes or No response to all questions.  
Any customer questions directed to the TPV agent, or unclear language like 
“Yea”, “Uh-Huh” or “I understand” will likely result in a “no-sale” TPV.

• Prior to the start of the TPV with the customer, the D2D agent should leave 
the premises. 

• Telling the customer to “Just Say Yes” to the TPV questions is considered 
coaching – is unacceptable and will result in the TPV being cancelled. 



Tips That Will Help a Smooth TPV

If you get the sense that the customer is a little impatient, 
make sure to prepare them for the TPV operator as well with 
the following suggested messaging:

• “The operators are reading from a script so they may sound a 
little robotic.”

• “The operators do not work directly for us and do not have 
access to any information so therefore can not answer any 
questions about the services. If you have any questions 
about our services or your enrollment, please ask me now” 

• “If you can’t understand what the operator is saying, ask 
them to slow down or repeat themselves.”
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TPV Process
• Agent Completes sale with Customer
• Agent Calls: 855-979-1098
• Agent provides:

• Vendor ID
• Agent ID
• Customer Information 
• Program Code
• Utility Account Number

• Agent Hangs up, and leaves the Premise 
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Compliance & 
Regulation



Do’s and Don’ts

DO:
• DO make sure you have proper permits, [AND KNOW THE 

JURISDICTIONAL LIMITS OF THE TOWN OR MUNICIPALITY WHERE YOU 
ARE PERMITTED TO SOLICIT]

• DO wear your Tomorrow Energy attire at all times while out in the 
field and present yourself in a professional and courteous manner.

• DO Prominently display your Tomorrow Energy Badge at all times
• DO explain that you are with Tomorrow Energy and  NOT with the 

utility
• DO contact your manager immediately if you encounter the police
• DO tell the customer what to expect on the TPV call
• DO leave the premises upon request of the owner
• DO present the product completely and accurately



Never Do The Following 

• NEVER approach any property with obvious hazards or properties in which you feel 
uncomfortable.

• NEVER wear Tomorrow uniform while not working, or out at bars or partaking in 
any activities that could place Tomorrow Energy in a poor light.

• NEVER communicate with customers in any language other than English. 

• NEVER speak negatively about the competition or speculate about their offers, 
prices, or early cancel fees etc. This includes not speculating about a company’s 
business status.

• Because we can not know a customer’s future usage, NEVER calculate a customer’s 
future bill or future savings. 

• NEVER approach any property with a No Solicitation Sign

• NEVER mislead customers in any way

• NEVER use force or be too aggressive to get a sale.

• NEVER enter a customer’s home for any reason

• NEVER damage a customer’s property in anyway. 



How to handle a Hostile Interaction

• Immediately apologize to the individual(s) and exit the area.  

• The goal is to avoid any further escalation.

• Do not argue with the person(s)

• Do not try and explain your side of the story, simply apologize for 
the misunderstanding and exit the area.

• If the altercation escalates into an emergency situation call 911 
and follow their directions. 

• After the altercation has subsided and you are in a safe place, 
contact your supervisor. 



No Soliciting / Do Not Knock  

• Agents MUST never attempt to knock or enter a property if “NO SOLICITING” or 
“NO TRESPASSING“ signs are posted.

• Vendors & Agents are responsible to check the Do Not Knock list and may not 
solicit properties that are on the Do Not Knock list. 

Examples: 

✓ Apartment Complexes or condominiums
• Signs are usually posted in the vestibule of the lobby or outside the main entrance to the 

building.
✓ Private communities

• Signs are usually posted at the entrance to the community and at other various locations 
around the property.

✓ Elderly or Senior Living
• Signs are usually posted at the entrance to the community and at other various locations 

around the property.
✓ Single family homes

• Signs are usually posted on the prospect’s front door or windows surrounding the entrance 
to the prospects home.



Delaware



Delaware D2D Guidelines

• Agent must never represent themselves as being from the Utility or 
any other Supplier.  Agent must always represent Tomorrow Energy.

• The person the sales agent pitches and attempts to enroll for service 
must be:
• Authorized to make changes on the electricity bill
• Over the age of 18
• Must sign the enrollment and complete the TPV in their name.

• All TPV’s must be completed In in the same language as the sales 
conversation.  

• Agent must leave the home prior to start of the TPV verification call. 

• The person the sales agent speaks to CANNOT:
• Sign the signature of someone else’s name on their behalf
• State someone else's name on the TPV
• Initial someone else's name on their behalf

• Customer has 3 business day right of rescission.



Delaware D2D Guidelines – (continued)

• If no local ordinances, agents may solicit between 9:00 am and 8:00 pm.  
Always check for local ordinances.

• Give customer the Following Documents
• Agent Business Card
• Contract Summary 
• Product Terms and Conditions

• Agent Business Card required. - Leave agent contact information with 
customer. This should include; agent name/Title, agent ID, telephone 
number. 

• Add the customer to the Do Not Knock list if the customer wishes to be 
exempt from further D2D marketing. 

• Sales presentations must be understood by the customer. If the customer 
does not fully understand the product terms and services, the agent shall 
discontinue or terminate the sales process/enrollment.

• Sales Teams are responsible to secure the appropriate permits for the 
territories in which they choose to work. 



Questions?


